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Abstract. Marketing is the most important part of PT Ecosains Hayati as a distributor 
company. Sales looking for prospective buyers and provide product price quotations. 
Quotations are made by accessing various data in a separate document. It makes the work 
process less efficient. Implementation of ERP system could improve the efficiency of sales 
work. It used RAD method that faster than other methods. The selected ERP system is Odoo, 
which contains various business application programs. Gap and efficiency analysis were 
performed to compare business processes before and after using Odoo. User Acceptance Test 
(UAT) is conducted to determine user acceptance of the applications and features available in 
Odoo module. After implementation of Odoo, there was an increase in the efficiency of the 
quotations business process by 63% in numberf of activity and by 50% in number of the actors 
involved. Odoo customization is done on 26 of the 41 module menus used. Based on UAT 
results, the implementation of Odoo meets the usability aspect with the overall average value 
3.7. This indicates that users have a good level of understanding in the use of Odoo, and the 
features on Odoo can meet the needs of users. 
Keyword: ERP, Odoo, RAD, UAT  

1. Introduction 

1.1. Background 
PT Ecosains Hayati is one of distributor laboratory equipment in Indonesia. The sales/marketing 
division is the most important part of PT Ecosains Hayati. Every salesman is responsible for 
purchasing from prospective buyers. Before obtaining a purchase, a salesman must make a quotation 
by accessing various data such as product price, goods availability data in the warehouse, data 
sequence number, and product information on the supplier's official website. The number of 
documents that must be accessed makes the sales work process less efficient. The unintegrated data of 
the customer makes the sales have their respective customer databases unknown to each other so that 
there is often overlap of customers who make the same customers can be contacted by different sales.  

An information system is a system that records and organizes data to produce useful information to 
support an organization whether employees, customers, suppliers, or other co-workers [1] Enterprise 
Resource Planning (ERP) is one concept that can be applied to improve the efficiency of sales work of 
PT Ecosains Hayati. ERP is a concept to plan and manage enterprise resources, in the form of 
integrated programming packages and multimodules designed to serve and support various functions 
within the company, so that work becomes more efficient and can provide better service to consumers 
[2]. 
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Implementation of ERP system at PT Ecosains Hayati using RAD (Rapid Application 
Development) method, since it faster than other method. The selected ERP system is Odoo. Odoo is a 
fully integrated and open source ERP application that contains a variety of business application 
programs including Sales, Customer Relationship Management (CRM), Project Management, 
Warehouse Management, Manufacturing, Finance and Accounting, Human Resource, and so on. The 
use of Odoo can improve the purchasing, inventory, and sale information systems of the Wholesale 
and Retail Emi Stores [3]. 

1.2. Project Purposes 
Purposes to be achieved in this project are: 

� Improve sales business process workflow of PT Ecosains Hayati.  
� Implement ERP Sales Management and CRM systems to enable the sales process to be 

integrated with other sections. 
� Adjustment of the Sales Management module features of selected ERP Software.  

2. Methods 
RAD method is the development of an information system with a relatively short time. Development 
of a normal information system takes at least 180 days, but with RAD method a system can be 
completed in just 60-90 days�[4]. Figure 1 depicts three phases of RAD [5].The steps Implementation 
of Odoo at PT Ecosains Hayati using (RAD) method, presented in Figure 2. 

�
Figure 1. Three phases of RAD 

3. Result And Discussion 

���� Business Process Sales / Marketing Division Using Odoo �
Odoo is used to improve the business processes of the actual sales / marketing division to run more 
efficiently and effectively. Improvements made include: 

� Use an ERP system so that data from each division is stored in one system and integrated well. 
With the data stored in a system is expected to coordinate between divisions can run more 
efficiently. 

� Using the ERP system to create a quotation form. With the ERP system, sales do not need to 
open various types of documents to complete the data on the offer form (Figure 3). After 
opening the system, sales can directly enter the data needed to make a quotation from the 
database provided by the system. Sales also do not need to save the quotation form in the form 
of Microsoft Excel because the quotation form created automatically stored in the system. 
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Figure 2. RAD Method 

 

 
 

Figure 3. Quotation Making Process using Odoo 
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���� Gap Analysis�
The gap analysis is done to find the gap that exists between the current business processes with the 
existing business processes on the Odoo, as well as adding the needs of the users. Table 1 shows the 
gap analysis obtained. 

Table 1. Gap Analysis 

No. 
Business 
Process 

Needs 
Fullfilment 

Existing Odoo 
N P F 

1 

The 
Division 
Of Sales/ 
Marketing 

System Integration of 
data that can be 
monitored in real 
time by sales / 
marketing manager 

  �   

Each sales have 
their own data that 
can not be 
monitored by 
sales / marketing 
manager 

Sales Module can integrate 
data between sales and can 
be monitored in real time by 
sales / marketing manager 

2 
Make a 

Quotation 

The quotation system 
with the data already 
entered into the 
system database and 
already through the 
verification of sales / 
marketing manager, 
so in making the 
quotation no longer 
open a lot of 
documents 

  �   

Quotations are 
made in a 
Microsoft Excel 
document with a 
prepared 
quotation 
template. Data 
entered by copy 
and paste into 
available 
templates.  

In the Sales Management 
module there are quotations 
feature to make a quotation 
with data already entered 
and verified by the previous 
sales / marketing manager, 
so in the process of making 
the data quotation stay 
selected without having to 
open many supporting 
documents again. 

3 
Make a 
Report 

 
Reporting system for 
every sales activity 
that can be monitored 
by sales / marketing 
manager and director 
of operations in real 
time, and there is a 
data analysis that 
supports for the 
assessment of sales 
performance 

  �   

Each salesman 
writes a report on 
Google Sheets 
about week-long 
activities and 
plans for the 
following week 

In the CRM module there is 
My Pipeline feature that will 
record the sales activity 
automatically when 
following the Sales Flow 
that has been determined. 
There are 2 Report features, 
namely Activities Analysis 
and Pipeline Analysis that 
can be used to view sales 
performance, and on the 
Dashboard CRM sales 
module can see its own 
performance 

���� Analysis of Effectiveness and Efficiency of Bidding Procurement Business Process �
The business process of making quotation done now (actual) has been effective but can�t be said to be 
efficient. Sales must open multiple documents to get the data and enter them one by one into the 
quotation form by copy-paste. The number of documents to be opened makes the quotation process 
take a long time. The flowchart making of the offering with the Odoo is presented in Table 2. The 
comparison between the actual quotation-making business process and with the Odoo is presented in 
Table 3. 

Increased efficiency = 
��������	
����
�����
�
������	
����
�����
�
���
���������������	

��������	
����
�����
�
���
������� (1) 

Increased activity efficiency  = 
���-��
��

������	 = 63% 

Increased efficiency of the actor  = 

�-��


������	 = 50% 
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Table 3. Comparison of the Quotation Business Process 

 
The Business Process of Making the Quotation 

Increased efficiency Business Process Modelling Flowchart 
Actual Odoo Actual Actual 

Number of Activities 11 4 11 4 63% 
Number of Actor 2 1 2 1 50% 

 
Based on the comparison of actual business processes and with Odoo it appears that: 

� There was a 63% increase in work efficiency by reducing activity from 11 activities to 4 
activities. 

� There was an increase in the efficiency of the number of actors by 50% by reducing the actor 
from 2 actors to 1 actor. 

���� Customize Odoo �
The customization of Odoo is done on 26 of the 41 module menus (63%). Customization is done 
mainly on the quotation view. Figure 4 shows the quotation view after customization. View changes 
that occur after customization include: 

� The quotation number is in accordance with the applicable provisions in PT Ecosains Hayati. 
� Appearance of Pricelist, Delivery Method, and the number of discount. 
� Enable IDR, EUR, USD. 
� Set the Decimal Accuracy to round numbers on offer. 
� Add terms and conditions in accordance with the terms. 

In addition to the quotation view, customization is also done on the My Pipeline feature by adding 
a Lead column to detail the sales activity. Step Lead is added by selecting Settings> Activate the 
developer mode> Sales Module> Configuration> Stages> Create. Settings adjusted to the needs of the 
company. My Pipeline display after customization is shown in Figures 5. 

Table 2. Flowchart Business Process Making Quotation (Odoo) 
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���� User Acceptance Test (UAT)�
User Acceptance Test (UAT) is done to find out if the user can use the applications and features that 
are available well, and whether the application can meet the needs of users. UAT respondents are 5 
employees of PT Ecosains Hayati, the operational director, sales / marketing manager, and 3 sales 
people. Test results obtained after performing User Acceptance Test through the filling questionnaire 
are as follows: 

� Users can understand and operate the Odoo properly. 
� The menu display and symbols used by Odoo are well understood by the user. 
� After customization, the features that Odoo has in accordance with the needs of the sales and 

able to accelerate the process of making the offer.   
The result of a usability value recap shows the overall attribute has an average value of 3.7 so that 

it can be said that the user understands the Odoo system that has been implemented, and the features 
available on the Odoo can meet the needs of the user. 
 
  

Figure 5. My Pipeline after Customization 

Figure 4. Quotation Form after Customization 
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Table 4. Recapitulation of Questionnaire Usability Values 

No Questions Grade Percentage 
Systems Aspect 
1 Is the look of the Odoo app easy to understand? 4.2 84% 
2 Is the Odoo app easy to operate? 3.8 76% 

User Aspect 

3 Is the in-app menu easy to recognize? 3.8 76% 

4 Are image symbols easy to understand? 3.6 72% 
Interaction Aspect 

5 
Is the lead features appropriate for the application of customer qualification 
before being converted to Opportunity and forwarded to sales? 

3.2 64% 

6 Does customer data collection use the Odoo system according to company needs? 4.0 80% 

7 
Is the customization of sales flow on the existing Odoo system in the My Pipeline 
feature matching with the company's needs? 

4.0 80% 

8 Is the use of My Pipeline sales activity can be handled properly? 3.8 76% 
9 Is the sales reporting system using My Pipeline easy to use? 3.8 76% 

10 Is the Quotation feature integrated with My Pipeline useful? 3.8 76% 
11 Are Mark Won, Mark Lost, and Log Activity features useful for sales reporting? 4.2 84% 

12 
Is the Next Activity feature and Expected Closing integrated with My Pipeline 
useful? 

3.4 68% 

13 Are the Customer and Sales Person features integrated with My Pipeline useful? 3.8 76% 
14 Is the Management Quotations feature on the Odoo system make it easy for sales? 4.0 80% 

15 
Is the automatic quotation numbering system in accordance with the company's 
needs? 

4.2 84% 

16 Is the look of the Odoo Quotation form easy to understand? 3.2 64% 

17 
Are automated dating systems, customer data integration, price lists, Payment 
terms, Delivery methods, products, Term and Condition, and automatic 
calculations for discounts, VAT and Total make it easy to make Quotation? 

3.4 68% 

18 Is it faster making a quotation using Odoo than the previous system? 3.6 72% 

19 
Is the integrated email delivery feature with the Odoo quotations system work 
properly? 

3.0 60% 

20 
Is the conversion feature (Print) on the Odoo quotation system fit the company's 
needs? 

3.4 68% 

21 Is the conversion result fit the company's needs? 3.6 72% 
22 Is the Confirm Sale feature change Quotation into Sales Order useful? 3.6 72% 
23 Is the Sales Order feature as a Purchase Order (PO) management important? 3.8 76% 
24 Is the Product feature on the Sales module, the product data can be recorded well? 3.8 76% 
25 Is Odoo system help Sales activities? 4.0 80% 

Average 3.7 74% 

�� Conclusion �
After implementing Odoo on the Sales / Marketing division of PT Ecosains Hayati, it can be 
concluded that: 

� Data storage between divisions can be integrated with the application of Odoo. 
� Implementation of Odoo improves the efficiency of the quotation business process in the sales 

division by 63% in terms of activity, and by 50% in terms of actors involved in the business 
process.  

� Customized Odoo on 26 of the 41 module menus used (63%), so the module meets the needs 
of the sales division of PT Ecosains Hayati. 

� Based on the results of User Acceptance Test (UAT), it appears that the features of Odoo in 
accordance with the needs of the sales and able to accelerate the process of making the 
quotation. The overall attribute has an average value of 3.7 so it can be said that the 
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implementation of ERP Odoo in PT Ecosains Hayati can be well understood by the users and 
has a usability aspect value.  
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